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Distributor case studies 
(alphabetically by company) 





The thrust of an electronics distributor 
Almo Electronics has adopted a multi-level 
marketing plan that includes pursuing electri- 
cal wholesalers to move its stock of compo- 
nents and consumer goods. Mar., p. 47 


Lighting up the nation’s capital 

Atlantic Electric Supply Corp. goes after 
Washington, D.C.’s commercial and high-end 
residential lighting market. Apr., p. 77 


Keeping stride 

Avon Electrical Supplies, Inc. achieves one of 
the highest sales-per-employee figures in the 
country by changing when necessary and 
using common sense. July, p. 61 


In the winner’s circle 

How Billows Electric Supply Co., Inc. used 
proximity and knowledge to win lighting 
business at a South Jersey racetrack. Mar., 
p. 63 


The Jones formula for success 

Capital Electric Supply in Phoenix grows in 
good times and bad by increasing stocks in a 
down economy and applying the personal 
touch in business relations. May, p. 85 


Southern lights 

Colonial Electrical Distributors, Fredericks- 
burg, Va., gets a foothold in a growing mar- 
ket by working with builders to develop resi- 
dential lighting packages. Sept., p. 47 














Passing the bar 
Commerce Electric Supply votes thumbs up 
on bar coding. Oct., p. 55 


Management by personal computer 
Dauphin Electrical Supplies Co. is using per- 
sonal computers to get a better handle on 
information. jan., p. 31 


Shifting gears in the motor market 
Independent Electric Machinery Co., the 80- 
year-old mainstay of the Kansas City motor 
market, has a new look. Feb., p. 55 


Enlightening the public 

Independent Electric Supply Co., Inc., Char- 
lotte, N.C., seeks to increase public awareness 
of lighting design and applications. Sept., 
p. 39 


Sheiks and shakes 

Ohm International Corp. is making its mark 
amidst adverse conditions in the export mar- 
ket. Jan., p. 55 


Eying U.S. distributors 

From a vantage point in Canada, Sonepar, the 
French electrical wholesaler, is ready to move 
into the U.S. market. Dec., p. 35 


Timing is everything 

Suffolk Lighting Supply, Inc. was in the right 
place at the right time when the call went out 
for electrical supplies for the U.S. Open Golf 
Championship. June, p. 53 


Challenging the odds 

Tri-Valley Electric Supply’s president d«fied 
the odds when he left a promising job to open 
a business in a rural Arizona town. July, 
p. 39 


They manage for the miles 

United Electric Supply Co. grows in the Salt 
Lake City market despite having customers 
scattered across hundreds of miles of rugged 
terrain. Aug., p: 59 


Reducing the red tape 

Westburne Industrial Enterprises Ltd., Cana- 
da’s largest electrical wholesaler, uses a de- 
centralized approach to the market to avoid 
large-corporation bureaucracy. Aug., p. 43 


Consistency pays off 

Westinghouse Electric Supply Co.’s new pres- 
ident, William Taylor, describes the firm’s 
unwavering strategy and how he plans to 
implement it during his tenure. Feb., p. 38 





Trimming fat, adding muscle 

West Virginia Electric Supply Co. builds up 
by paring down as it struggles through a con- 
tinuing recession. June, p. 41 


On the road training 

Wholesale Electrical Distributors, Chicago, 
uses a custom-built trailer as part of its cus- 
tomer training and marketing program. Dec., 
p. 51 


People? No problem 

Zeller Electric Inc.’s motivated employees 
help it reach what is possibly the highest sales- 
per-employee figure in the country. Oct., 
p. 39 


Feature stories on the industry 





Infinite applications for personal 
computers 

Electrical wholesalers have found numerous 
uses for personal computers in their business- 
es. Jan., p. 37 


Computerization is here to stay 

For newcomers to computers and for comput- 
er veterans alike, the computerization of day- 
to-day business functions can mean signifi- 
cant change. Jan., p. 43 


Repair shops seek to broaden their base 

The motor repair shop down the street is 
doing more than just repairing motors these 
days. It may be selling motors, too—and a 
variety of related electrical supplies. Feb., 
p. 47 »> 
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The search for the perfect way to pay 

The more questions distributors ask about 
compensating salespeople, the more they re- 
alize there's no single answer. Mar., p. 33 


Sensors: changes and challenges 

For electrical wholesalers, sensors could 
mean anything from off-the-shelf sales to 
designing custom-made control systems for 
automated factories. Mar., p. 41 


Will it make the register ring? 

That's the question a distributor should pon- 
der before putting his money into a commer- 
cial lighting showroom. Mar., p. 55 


From peddler to professional 

With his heart obviously in the topic, the 
author chronicles the transformation of the 
rep (or agent in his term), noting that 
NEMRA has been a major catalyst in the 
development. Apr., p. 42 


“Thirty days, with or without cause” 

rhe termination clause found in most rep 
contracts is a deterrent to top performance 
and should be eliminated, in the view of the 
author who eloquently argues his case. Apr., 
p. 49 


Competition in D-I-Y heats up 

In Southern California, as in some other parts 
of the country, D-I-Y warehouse operations 
are causing consternation among electrical 
distributors. May, p. 28 


The Industry’s 250 Biggest Distributors 
ELECTRICAL WHOLESALING’s biennial ranking 
of the 250 biggest electrical distributors has 
become an indusiry event. May, p. 47 


Across the border 

Canada is a vital market with growing impor- 
tance that U.S. electrical wholesalers cannot 
afford to ignore. May, p. 65 
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A made-to-order new employee pool 

A close look at a northwestern college shows 
distributors what they may be missing if they 
don’t include industrial distribution gradu- 
ates in their employee recruitment. May, 
p. 93 


Merger blues 

As electrical manufacturers step up the pace 
in mergers and acquisitions, their distributors 
express concern about changed relationships. 
June, p. 56 


Report on the chains 

Since the branch growth phenomenon got 
underway in the 1950s, chain-watching has 
become an industry pastime. July, p. 51 


Down on the farm 
What do wholesalers do when the market is 
gone? Aug., p. 29 


A varied year ahead 

Distributors’ fortunes in 1986 and into 1987 
will vary widely, depending on location and 
customer markets. Sales will be on a low- 
growth path. Aug., p. 35 


Residential lighting’s new look 

Electrical wholesalers in the residential light- 
ing market face a variety of changes and chal- 
lenges. Sept., p. 33 


When one is more than two 
Single-house distributors tell why one loca- 
tion is all they need—and want. Sept., p. 61 


To rebuild a customer base 

The task of uncovering every prospect in a 
local market may be a formidable one, but it 
can be done if the distributor approaches it 
logically. Nov., p. 37 


What size is the market? 

ELECTRICAL WHOLESALING’s eighth annual 
report on your market’s sales potential. Nov., 
p. 49 


Smart houses: worth moving into? 

It may be a little early to pack, but electrical 
wholesalers should pay attention to this mar- 
ket possibility. Dec., p. 45 


Market reports (geographic) 





Business in the nation’s capital 

The Washington, D.C. area offers electrical 
wholesalers the opportunity of selling suppli- 
es to the federal government. Apr., p. 73 


Across the border 

Canada is a vital market of growing impor- 
tance that U.S. electrical distributors cannot 
afford to ignore. May, p. 65 


Regional Factbook 

A compendium of data that tells you electrical 
wholesalers’ sales, market mix, product mix 
and customer mix, as well as employment in 
major end-user markets, arranged by region, 
state and local area. Nov., p. 59 





Interviews with supplier 
decision makers 





Toward global product 

An interview with Harry S. Burker, Jr., presi- 
dent and CEO, Siemens Energy & Automa- 
tion, Inc., focuses on the company’s plans to 
adapt its West German parent's innovative 
technology to the U.S. market. Oct., p. 64 


Case studies on reps 





A master plan 

The A.A. MacPherson Co., Canton, Mass., 
avoids winging it. Rather, management there 
figures where the firm should be in three to 
five years, then works toward that goal. Apr., 
p. 59 


Tailored training 

Bob Veasey & Associates, Orlando, Fla., has 
developed an approach to distributor training 
that aims to answer the differing needs of out- 
side, inside and counter salespeople. Apr., 
p. 69 


The art of introducing 

R.B. Paul Co., Atlanta, Ga., has refined the 
presentation of new products to its three key 
markets. It backs up each approach with 
training, follow-through and feedback. Apr., 
p. 65 


Articles for salespeople 





Project and you lose 

Acting out the notion that “if I were the cus- 
tomer these benefits would appeal to me”’ has 
sunk many a presentation. Jan., p. 59 


Look around 
Orcer makers. Feb., p. 30 
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The major sales hurdles 

The greatest problem facing the outside 
salesperson is finding time to get outside. But 
there are many other difficulties, too. Feb., 
p. 63 


High cost of anger 

Anger isa luxury that neither side to a negoti- 
ation can afford, especially the seller, as this 
article makes clear. Mar., p. 73 


Tackling time 
Order makers. Apr., p. 24 


How to prepare for a negotiation 

Before sitting down across the table from a 
buyer or group of buyers, it’s best to have 
your facts and plans in place. Apr., p. 83 


Back to control basics 

There is an opportunity for the electrical dis- 
tributor salesperson who understands basic 
control. Here’s a meeting plan that shows off 
how much you know. May, p. 101 


“What if” technique 

It’s a way to uncover considerations that 
might arise in a negotiation and lead to a 
strategy for dealing with them. May, p. 108 





Selling electronic wire and cable 

Does electronic wire and cable offer electrical 
wholesalers the best toehold in the electronics 
market? May, p. 119 


Crossroads 
Sales diary. June, p. 16 


Some tomatoes! 
Order makers. June, p. 38 


Do-it-yourself sales training 

A distributor salesperson requires a tremen- 
dous range of knowledge and skills. Here’s a 
look at some sources of information and how 
they can be organized. June, p. 49 


Selling by a code 
Unethical behavior on the part of the sales- 
person can result in lost sales. June, p. 59 
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On becoming a rep 
Sales diary. July, p. 16 


What you bring to the party 

When your customers are shopping for the 
lowest price in town, it may be a good time to 
remind them about the services that you 
offer. July, p. 43 


Raises, promotions and pats on the back 
Order makers. Aug., p. 16 


Unethical encounters 

Your own professional behavior and sales skill 
are the best antidotes to a customer's unethi- 
cal business tactics. Aug., p. 67 


An ode to Joe 
Sales diary. Sept., p. 16 


Stage a better meeting 

Distributor salespeople will benefit most 
when manufacturers’ sales presentations are 
thoroughly planned and dramatized. Sept., 


p. 55 


A problem in the making 

By failing to anticipate a customer’s attitude, 
the salesperson may create a problem when 
none should exist. Sept., p. 67 


One shrewd customer 
Sales diary. Oct., p. 16 


Lost business report 
Order makers. Oct., p. 32 


Sales slants in the 1987 NE Code 

Help your customers by advising them of 
changes in the 1987 National Electrical Code 
that will affect product use—and at the same 
time help yourself to increase sales. Oct., 


p. 47 


Deciphering the clues 

Studying a customer’s past behavior and iden- 
tifying psychological motives iead to a cus- 
tomized sales call. Oct., p. 77 


“Bargain or bust” 
Sales diary. Nov., p. 16 


The creative side of selling 
Sales diary. Dec., p. 16 


That’s predictable 
Order makers. Dec., p. 28 


A game plan for selling 

Distributor salespeople can post a winning 
sales record by charting out a 12-month 
schedule that identifies the playing field and 
the players. Dec., p. 57 


Sales slants in the 1987 NE Code 

Here’s the second installment on those 
changes in the 1987 National Electrical Code 
that offer sales opportunities for electrical 
distributors. Dec., p. 62 


Reciprocal buying 

One company buys more from the targeted 
customer than its competitor does. Should 
this affect the customer's buying decision? 
Dec., p. 67 


Articles for managers 








The system selection solution 

How to select (or design) an effective comput- 
erized inventory management system by ask- 
ing eight to-the-point questions. Jan., p. 49 


1986 will be a challenge 
Economic update. Jan., p. 62 


The system selection solution 

Part 2 of how to select (or design) an effective 
computerized inventory management system 
by asking eight to-the-point questions. Feb., 
p. 71 


Assessing key electrical markets for 1986 
Economic update. Feb., p. 78 


How much is enough? 

This utility products distributor has devel- 
oped a simple inventory value index to help 
determine the optimum amount of inventory 
to carry. Mar., p. 69 


Larger new houses should spur 
electrical product sales 
Economic update. Mar., p. 76 


How the oil price plunge could affect 
electrical sales 
Economic update. Apr., p. 108 


Capital spending forecasts cloud 
electrical sales 
Economic update. May, p. 16 


Preventing dead stock 

Dead stock can cripple profit and control sys- 
tems. This three-part series tells you how to 
prevent, identify, coordinate and dispose of 
it. June, p. 59 


Simple is best 


Computers in action. June, p. 68 


The dollar’s descent won’t level 
electrical imports in ’86 
Economic update. June, p. 76 
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To 27 million 
Americans, 

this scene is 
a fairy tale. 


Simply because they 
can't read. 

Functional illiteracy is a 
problem that now affects 
1 out of 5 Arnerican adults. 

You can change that by 
making a tax-deductible 
contribution to the Coalition 
for Literacy. Call us toll-free 
at 1-800-228-8813 and bill 
it directly to your credit card. 
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Identifying dead stock 

Most distributors carry 40% more items in 
stock than they really need. This article, Part 
2 of a three-part series, tells you how to iden- 
tify it. July, p. 68 


Nonresidential construction slumps in ’86 
Economic update. July, p. 74 


Disposing of dead stock 

Dead stock—and how to get rid of it—is one 
of the hottest topics in distributor circles 
right now. This article, Part 3 of a three-part 
series, tells you how to dispose of it. Aug., 
p. 51 


Flat growth proves disappointing 
Economic update. Sept., p. 80 


Appraising charitable contributions 

The new IRS regulation that requires ap- 
praisals for charitable contributions of inven- 
tory should not stop distributors from donat- 
ing at above cost. Oct., p. 85 


Opinion from industry people 





ROI—An ignored selling opportunity 
Dan Picini, vice president of GTE Lighting 
Products’ U.S. Lighting Division, speaks out 
on the logic of selling the value-added prod- 
uct over the commodity item. Jan., p. 86 


On planning: An open letter to 

electrical manufacturers 

Jim Newton urges electrical manufacturers to 
take a more focused approach to developing 
and implementing a joint plan with their dis- 
tributors. Feb., p. 100 


The industry imbroglio on bar codes 

Tom Preston, executive director of NEMRA, 
presents his group’s position on bar coding in 
the electrical industry. Apr., p. 120 


A view of lighting’s future 

Richard Dunlop, vice president of Chesa- 
peake Lighting Associates, speaks out on the 
future role of the distributor and the rep in 
the lighting industry. May, p. 178 


High tech delivered by horse and buggy 
Bill Younger prompts distributors to match 
their high-tech products with a high-tech 
sales and marketing effort. Sept., p. 76 


Putting bar codes to work 

Roy Beard, vice president/general manager, 
Commerce Electric Supply, Inc., speaks from 
practical experience on the use of bar coding 
by electrical distributors. Sept., p. 118 


Bar coding’s “comfort level” 

Hank Bergson, new executive director of 
NEMRA, takes up his group’s call for consid- 
eration of all segments of the industry in 
reaching a bar-coding standard. Dec., p. 82 


Editorials 
Channel challenges: D-I-Y threat; 


High-tech distributors associate 
Times and trends. Jan., p. 12 








The S.P.C.S.R. 
Off the cuff. Feb., p. 8 


What a year it was! 
Times and trends. Feb., p. 10 


Paul Bowers: recalling his wit & wisdom 
Times and trends. Mar., p. 10 


1995 
Off the cuff. Mar., p. 16 


Trauma of termination 
Times and trends. Apr., p. 10 


How your customers place orders; 
Lamps across the border 
Times and trends. May, p. 12 


Offshore sourcing; The equity inducement 
Times and trends. June, p. 12 


Whatever happened to the GE we knew? 
Times and trends. July, p. 12 


George Ganzenmuller: He was one 
of a kind 
Times and trends. Aug., p. 12 


The ever-shrinking people pool 
Times and trends. Sept., p. 10 


Facing up to a slow-growth future 
Times and trends. Oct., p. 12 


The 1987 NE Code 
Times and trends. Nov., p. 12 


The story behind the (Sonepar) story 
Times and trends. Dec., p. 10 


Coverage of 
selected conventions 





AHTD takes shape 

The newly formed Association of High Tech- 
nology Distributors holds its second meeting 
to discuss subjects impinging on the role and 
development of its members. May, p. 130 


NEMRA looking ahead 

A farewell to NEMRA founder and executive 
director Tom Preston marks the 16th annual 
convention. June, p. 78 


NAED stages annual meeting in 

Montreal 

Highlights of the National Association of 
Electrical Distributors 78th annual conven- 
tion in Canada. July, p. 80 


Free trade debated at CEDA annual 
conference 

The 52nd annual meeting of the Canadian 
Electrical Distributors Association focuses on 
U.S.-Canadian trade relations. July, p. 81 


Listings 


The Industry’s 250 Biggest Distributors 

ELECTRICAL WHOLESALING’s biennial ranking 
of the 250 biggest electrical distributors has 
become an industry event. May, p. 47 O 





74 Electrical Wholesaling January, 1987 


























A i RS 


| 




















